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Middle and Far West 
Report Some Indication 
Of Improved Business 


Commodity Price Gains Seen as Basic Need for 
Revival; Better Farm Prices Are Already 
Reflected in Sales 


St. Louis, Mo., July 26.—The general situation in this 
territory is a little better than it has been for some time past. 
The increases which have taken place in prices for several 
varieties of farm products has been immediately reflected in 
general business. The retail stores, especially in the country 
districts, have been buying a little more liberally to keep up 
stocks depleted to an abnormally low level. 


pt revit any soa -| DEFINITE PROGRESS 
IN ORGANIZING OF 
TRUCK OPERATORS 


ter feeling among automotive mer- 

chants. They believe that if prices 
for farm products can maintain 

Charlotte, N. C., July 26.—Definite 

progress toward organiing motor 

truck operators of southeastern 


present levels and work a little 
higher with the coming of fall there 
will be a fair amount of buying to 
replace automotive equipment actu- 
ally worn out in service. Automo- 
tive merchants are not looking for states into one strong association 
any sudden boom, but they do feel|®ommitted to the principle of reci- 
that there is now a chance of emerg- | Procity between the states regarding 
ing from the abnormally slack con- | truck licenses has been made in re- 
ditions that have prevailed so far|cemt weeks, Bailey T. Groome of 
this year. Charlotte, a field representative of 
the North Carolina Motor Truck 
Owners Association, announces. 
First action toward perfecting the 
regional organiation will be taken at 
a meeting to be held in Raleigh soon 
in joint session with the meeting of 
North Carolina and Virginia associa- 
tions’ officials and representatives of 
the highway commissions of these 
states. John L. Wilkinson of Char- 
lotte will preside. 

Mr. Groome said the truck opera- 
tors think an agreement ultimately 
can be worked out between the sev- 
eral states or the Southeast, under 
which ‘truck licenses of each state 
will be recognized in each other state 
of the region. The states included 
in this region are the two Carolinas, 
Tennessee, Georgia, Florida and the 
Virginias. 

Legislation may be necessary in 
some of these states to make the 
proposed reciprocity agreement pos- 
sible and effective, it w-s explained. 


CAROLINA TOBACCO 
CROP 1S BRIGHT 
SPOT IN SOUTH 


Charlotte, N. C., July 26.—Char- 
lotte, center of the automotive dis- 
tributing industry in the Carolinas, 
turned its attention this week to the 
increasingly bright prospects for an 
early substantial volume of whole- 
sale automotive trade as a conse- 
quence of the tobacco harvest, 

Three weeks hence the tobacco 
crop of South Carolina’s belt will be 
ready for curing and a short time 
htreafter the warehouses in the 
North Carolina belt will be opened. 

One of the immediate benefits to 
this city from the beginning of the 
tobacco harvest will be an increase 
in the production of the Ford Motor 
Company’s plant here. The experi- 
ence of former years has shown the 
Ford organization that a definite 
improvement in this company’s busi- 
ness in these two states becomes ap- 
parent with the beginning of the to- 
bacco marketing period. The Mc- 
Claren Rubber Company, manufac- 
turers of McClaren tires, is prepar- 
ing now to supply its dealers in the 
tobacco belts and nearby sections 
with tires in anticipation of a sharp 
















































San Francisco, July 26.—There is 
no question that general business 
conditions in California have im- 
proved somewhat during the past 
few weeks. Farm products have 
reached higher price levels, there 
has been definite improvement in 
the oil business and retail business 
generally has felt the effect. The 
jarge number of visitors coming to 
the state for the Olympic will be a 
factor in holding what gains have 
been made, 

Automobile sales during June in- 
creased 47.4 per cent. over May in 
the passenger car field and 17 per 
cent. in the truck division. Heavy 
retail purchases of motor fuel were 
made early in June to avoid pay- 
ment of the impending Federal tax. 
This made the revenue showing for 
the state unusually favorable. The 
state authorities have announced 
that gasoline sales in June were 
17,000,000 greater than in the same 
month of 1931. 

The feeling among automobile 
@ealers in California is that con- 
tinued improvement in commodity 
prices will bring a considerable 
volume of distress buying in the au- 
tomotive field. By distress buying 
local dealers mean replacement of 
motor equipment long past efficient 
service 





CURTAILMENT OUTLOOK 
STIFFENS WHOLESALE 
MARKET FOR GASOLINE 


Chicago, July 26.—Spot gasoline is 
maintaining a firm tone with the 
lower octane material quoted 41% to 
4% cents a gallon, about unchanged. 

While jobbers are not yet heavy 
buyers of gasoline, apparently still 
holding some of the material pur- 
chased in the June movement, the 
possibility that crude production as 
well as refinery operations will be 
further curtailed is helping to main- 
tain prices. 

Consumption so far this month 
appears to have been good and in 
some quarters it is possible July will 
compare quite favorably with a year 
ago. Earlier months this year 
Showed declines from the record 
consumption of 1931, 
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Parts and Materials Buying 
In Detroit Is Conservative 


USL LINE CHANGES 
IMPROVE DEALER’S 
SALES POSITION 


Niagara Falls, N. Y., July 26.— 
Demonstrating that current business 
can be met by determined thinking 
and optimistic belief in the doctrine 
of hard work, the executives of USL 
Battery Corporation have developed 
a@ program, which, they claim, is 
proving helpful to their dealers. 

They have cleared the decks of a 
mumber of slow-moving types of 
batteries of the finger-hole and 
semi-ledge design, reducing the num- 
ber of types 25 per cent., and giving 
the dealer an opportunity to con- 
centrate on the faster-selling types 
with smaller investment and greater 
profit, 

They have doubled the insured 
life on all USL Frontier grade bat- 
teries and have brought out a new 
thirteen-plate battery which retails 
at $4.95 exchange to help dealers 
meet extreme low price competition. 

The USL Company has also made 
a decided improvement in plate de- 
sign by rounding and tapering the 
bottom plate corners and tapering 
the bottom edges of the plate. This 
is said to eliminate short cir :uits, 
which results when the ordinary 
plate buckles and the sharp bottom 
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GOODRICH OFFERS 
TWO NEW SIZES 
IN LOW PRESSURES 


Akron, O., July 26.—Following in- 
troduction of its original low pres- 
sure automobile tire, the 17.50x15 
size, carrying less than 15 pounds of 
air pressure, the B. F. Goodrich 
Company announces development of 
two additional sizes of Flying Sil- 
vertowns in its low pressure line. 

These new sizes, the 6.50x16 and 
7.00x16, makes Goodrich low pres- 
sure tires available for nine makes 
of automobiles. 

The 7.50x15, original Goodrich low 
pressure tire, can now be used on 
Chevrolet, De Soto, Essex, Ford, 
Graham, Oldsmobile, Plymouth, 
Pontiac and Rockne automobiles, 
embracing about thirty models. 

Chevrolet, De Soto, Essex, Ford, 
Oldsmobile, Plymouth, Pontiac and 
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ROAD WORK TO 
RELIEVE JOBLESS 


Washington, July 26.—A measure 
of unemployment relief through 
road construction is assured through 
the passage of the emergency re- 
lief and construction act by Con- 
gress, according to T. H. Cutler, 
president of the American Road 
Builders’ Association. 

While the $136,000,000 appropria- 
tion for highways is only a small 
part of the $2,122,000,000 relief 
measure, it is probable that road- 
building will be the first work un- 
dertaken,” stated Mr. Cutler. “Many 
States have plans ready so that a 
number of the projects can be be- 
gun immediately. 

Only a beginning in meeting un- 
employment conditions can be made 
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Ford and Hudson Heaviest Buyers at the Moment s 
Some Parts Plants Busy; New Models 
Delayed Till Fall 


Detroit, July 26.—Suppliers of materials located heré 
report a more than normal slowness in orders for both raw 
materials and parts from the vehicle manufacturers in this 
territory. Outside of the low-price car builders there has 
been an almost complete cessation of buying. This does not 
mean that manufacturers of medium and higher priced cars 
are not going to be in the market for parts and materials, but 
they are delaying longer this year than formerly in placing 












requests for bids on material 


FORD LEADS IN WAYNE 
COUNTY SALES FOR 
FIRST HALF OF JULY 


Detroit, July 26.—Ford sales were 
very much in evidence during the 
first half of July in Wayne county, 
where the total number of passen- 
gex cars registered was 2,189, com- 
pared with 2,891 in the first half 
of June. Of this total Ford sales 
accounted for 1,486 passenger cars, 
983 being V-eights and 503 four 
cylinder models. Chevrolet sales to- 
taled 299 and Plymouth accounted 
for 138 in the first half of the month. 

For some reason or other there 
was a considerable slackening in 
Ford sales during the first ten days 
of July, but later reports indicate 
that a definite pick-up occurred 
during the second ten days, 

As previously announced in Au- 
tomotive Daily News, production of 
the Ford V-eight has passed the 
3,000 a day mark. The eight is now 
running ten to one in passenger car 
production over the four-cylinder 
type. When production on this new 
model started there was a consid- 
erable volume of orders for four-cyl- 
inder cars on hand from fleet own- 
ers, and this backlog for the fours 
resulted in a large initial output. 
The eight-cylinder car, however, is 
rapidly assuming its intended place 
as the prime Ford passenger car 
offering. 


GLYCERINE ASS'N 
PLANS INTENSIVE 
ADVERTISING DRIVE 


New York, July 26.—Every car 
owner throughout the country will 
be constantly reminded next fall and 
winter to buy G. P. A. Radiator 
Glycerine, says the Glycerine Pro- 
ducers’ Association in announcing 
to the trade the biggest combined 
radio and magazine campaign ever 
put behind an anti-freeze. 

“If any car owner fails to hear 
the complete story about the new 
improved G. P. A. Radiator Glyc- 
erine,” says the association, “it will 
be because he neither listens to the 
radio nor reads the weekly mag- 
azines. The coverage is enough to 
reach every motorist many times 
during the selling season, If one 
media fails to get to him, another 
will, regardless of time or place, 
for there will not be a day from 
September 19 to January 14 when 
the G. P. A, will not be either on the 
air or in the magazines, 

“Every magazine ad. and every 
radio message will feature the im- 
provements and economy of the 
new G, P, A. They will offer an 
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|$2.16 a share on 7 per 


that they will neet. 

It is umderstood that the Ford 
Motor Company is ready to place 
orders for its August steel require- 
ments, which will probably be some- 
what under the July commitments. 
Hudson has taken delivery on ma- 
terials for the completion of 10,000 


of the new Essex Terraplanes. Chev- 
rolet is buying conservatively and 
the Chrysler organization is taking 
deliveries in the regular course. 
Outside of these companies buying 
here is what may be termed “hand- 
to-mouth.” 

Some parts manufacturers in this 
distric. are actually working-2t fair- 
ly high pressure. Companies hay- 
ing contracts with Ford are being 
kept busy. The McCord Radiator 
organization is tuming out 1,250 
radiators a day for Ford and is sup- 
plying these parts for the new Essex 
models. 

In practically all the vehicle man- 
ufacturing plants new models are 
just about ready for final testing, 
but there is mo evidence of haste to 
reach production anywhere. It 
looked for a while as if there would 
be a number of announcements of 
new models during the summer, but 
now the chances appear to be that 
introductions will generally be de- 
layed until fall or early winter. 


BUDD CONDITION 
BETTER, 2D QUARTER 
REPORTS INDICATE 


New York, July 26.—Edward G, 
Budd Manufacturing Company (au- 
tomobile bodies, accessories, etc.) 
reports for quarter ended June 30, 
1932, net loss of $313,141 after 
charges, depreciation and _ taxes, 


This compares with net loss of $541,- 
346 in preceding quarter, and net 
profit of $102,545, or $1.69 a share, 
on 60,476 shares of 7 per cent. pre- 
ferred stock in June quarter of 
previous year. 

For six months ended June 30, 
1932, net loss amounted to $854,487 
after charges and taxes, comparing 
with net profit of $130,565, equal to 
cent. pre- 
ferred stock in first half of 1931. 

Budd Wheel Company reports for 
quarter ended June 30, 1932, net loss 
of $192,864 after charges, deprecia- 
tion and taxes. This compares with 
net loss of $450,166 in preceding 
quarter, and net profit of $271,122, 
equal to 26 cents a share, on 990,675 
no-par common shares in June 
quarter of previous year, after divi- 
dend requirement on the 7 per cent. 
preferred stock. 

For six months ended June 30, 
1932, net loss was $643,030 after 
charges and taxes, comparing with 
net profit of $485,201, equal after 
preferred dividends, to 45 cents a 
share on 990,675 shares of common 
stock in first half of 1931. 
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CHRISTENING THE TERRAPLANE 








AMELIA EARHART, distinguished woman flyer, breaking over the radiator cap of Essex Terraplane Num- 
ber One a bottle of the special aviation gasoline used on her solo flight across the Atlantic. 
J. A. McAneeny, president of the Hudson Motor Car Company. 


By the car is 


Walking toward the sponsor is Roy D. 


Chapin, chairman of the Hudson board. Number One car is for the use of Orville Wright, inventor of the 


first practical airplane. 


Number Two is for Miss Earhart herself, the first woman Terraplane owner 





MERGER RUMORS ARE 
DENIED AS WITHOUT 


FOUNDATION IN FACT) 


New York, July 26.—The financial 
district for some days has hummed 
with rumors of impending mergers 
among independent companies in 
the automotive field. The most fre- 
quently heard siories connected the 
names of Auburn, Studebaker, Nash, 
Willys-Overiand and Packard in 
various combinations, or the rumors 
merged the whole outfit. 

Obviously enough present busi- 
mess conditions make mergers a 
possibility, which seems to be the 
most substantial basis that is be- 
hind the present crop .of rumors. 
Alvan Macaulcy, president of Pack- 
ard, last night emphatically denied 
that there was any truth in stories 
that his company would merge with 
any other unit. Mr. Macauley went 
so far as to say: “The whole story 
is only an idle rumor without foun- 
dation.” 

To people in the automotive in- 
dustry most of the stories bear in- 
ternal evidence of lack of founda- 
tion. Of course, there may be 
mergers of some sort before the 
present business condition is curec, 
but some of the amalgamations sug- 
gested are ridiculous on the face of 
obvious facts. 


FORD OKLAHOMA CITY 
PLANT SCHEDULES UP 


Oklahoma City, July 26 (UTPS).— | 


Again getting its stride, the Okla- 
homa City assembly branch of the 


Ford Motor Company is holding pro- | 


duction up around eighty to ninety 


FINANCIAL NEWS 


STEWART-WARNER 
Chicago, July 26. — Stewart-War- 
ner reports for quarter ended June 


30 net loss of $487,173 after depre- 
ciation and taxes, against loss of 
$536,760 in the preceding quarter 
and net profit of $110,937, equal to 
eight cents a share on 1,295,882 
shares, in the June quarter of 1931. 
For the six months ended June 30 
net loss amounted to $1,023,933, 
compared with net loss of $220,819 
in the first half of the preceding 
year, 


OTIS STEEL 

New York, July 26.—Otis Steel re- 
ports..fer- quarter ended June 30 
“oss before depreciation and Federal 
taxes and interest of $459,009. Com- 
pany estimates deprecation at $180,- 
000 for the three months. In June 
quarter of 1931 net loss after taxes, 
interest end depreciation was $269,- 
784. 


NATIONAL AVIATION 

New York, July 26.— National 
Aviation shows for six months to 
June 30 net loss of $501,710, includ- 
ing loss of $494,727 on sale of securi- 
ties. This compares with loss of 
| $758,330 in the first half of 1931, in- 
| cluding loss of $743,132 on sale of 
| securities. The report states that 
indicated liquidating value of the 
stock en June 30 was $6.24 a share, 
compared wth $7.22 a share on De- 
|cember 31 and $10.95 a share on 
| June 30 last year. 


| 
| 


CARSON JOINS K. B. 
DISTRIBUTING COMPANY 





cars a day, with emphasis on the | 


new type V-8 closed jobs. 


The branch plant, which, prior to| 


its reopening two months ago, had 
been closed for many months, is now 
employing between 650 and 850 men 
a day. Occasionally production has 
to be slowed down to permit move- 


ment of stored cars to distributors 


and, dealers throughout this dis- 
trict. Hardly more than torty- 
five or fifty cars are in storage at 
once. Production has been steady, 
and eventually it is expected nearly 
1,000 men will be at work in the as- 
sembly plant. 


INSURANCE RATES ~ 
APPROVED IN VIRGINIA 


Richmond, Va., July 26.—Pending | 
automobile | 


a full investigation of 
liability and property damage rates 
in Virginia, the State Corporation 
Commission has fixed rates filed as 
of March 22, 1932, as temporarily 
applicable. At the same time, it for- 


mally disapproved a new schedule | 


of rates filed as of July 20, which 
are to be the subject of imvestiga- 
tion. 

These rates were filed pursuant to 
n legislative act, effective June 20, 
1932, which placed supervision of 
this class of rates in the hands of 
“e commission and provided for the 
ting up of a state rating bureau. 


New York, July 26.—J. M. Carson, 
formerly with the L. C. Biglow 
| Company of New York, has become 
associated with the K. B. Distribut- 
ing Company with headquarters at 
533 West 52d St., New York city. 
| Carson will handle the sales of 

Spencer axles and Trainor springs. 
| Complete stocks of both of the 
| above lines are carried at the New 

York headquarters of the K. B. Dis- 

tributing Company. 
| K. B. Distributing Company also 
maintain warehouse facilities for 
the Pioneer Asbestos Sompany and 
| the Eastern Valve Company, and 
represent the Vichek Tool Company 
| in the metropolitan district. 
Thomas J. Kane, general manager 
of the company, has been export 
|}manager for the Trainor Spring 








pany for the past ten years. Mr. 


|; companies in the export field, 


| E. J. BRENNAN HEADS 

HEANY TRANSMISSION 
Hamden, Conn., July 26.—Edward 
| J. Brennan has been elected presi- 
}dent and treasurer of the Heany 
Transmission Company, Inc., for 
which incorporation papers were re- 
cently filed. Mary E. McGovern is 
secretary. Directors are the two of- 
ficers and Fred D. MacLaren. Paid 
jin capital is $10,000. 





Company and the Vichek Tool Com- | 


Kane continues to represent these | 


| USL LINE CHANGES 
IMPROVE DEALER’S 
SALES POSITION 


(Continued from Page 1) 
edges and corners cut through the 
separators, causing two adjacent 
plates to touch. 

The new USL sliced-cut vertical 
grain, Port Orford cedar separator, 
recently announced, also is claimed 
to be another strong talking point 
for dealers in making sales. 

In addition, the USL Corporation 
has made drastic price reductions 
which place its dealers in an excel- 
lent competitive position in the 
market. Sweeping price cuts have 
been made on the USL super service 
and heavy duty, as well as on the 
Standard and Niagara grades, and 
with a $4.95 price leader in the lower 
range. 


MICHIGAN DEALERS 
OPPOSE STATE GAS 
CONTROL PROPOSAL 


| 
| 
| 
| Lansing, 

sentative of retail and wholesale 
gasoline dealers who appeared be- 
fore the legislative commission of in- 
quiry into gasoline prices expressed 
themselves against a proposal to 
place such dealers under control of 
the Public Utilities Commission. 
The witnesses were questioned by 
| the commission regarding 
| contracts and price schedules. 

Individuals who have appeared 
| before the commission are: H. H. 
| Regle, president of the Michigan 
| om Men’s Association; Frank H. 
Brazil, business manager of the Re- 
tail Gasoline Dealers’ Association of 
Michigan; B. F. Jones, attorney for 
the Standard Oil Company of In- 
diana, and E. G. Reigler, retail gaso- 
line dealer. 

Mr. Reigler testified that price 
cutting had reduced the earnings of 
retailers so low that a livelihood 
could not be obtained. 

Frank D. Fitzgerald, secretary of 
| state, has announced that recom- 
mendations will be made to the 1933 
Legislature by the Department of 
| State in favor of enactment of laws 


leases, 


rious grades of gasoline. 


FOY MADE CHICAGO — 
MANAGER FOR REPUBLIC 


Chicago, July 26. — Norman W. 
Foy has been appointed Chicago 
district sales manager of Republic 
Steel Corporation. Mr. Foy became 
associated with the old Republic 
Iron and Steel Company as a sales- 
man in 1919. He was subsequently 
manager of the company’s Buffalo, 
Boston and Birmingham offices, be- 
ing made assistant western man- 
ager of sales shortly after the form- 
ation of the present Republic Cor- 
poration. Mr. Foy will continue to 
make his headquarters at Republic’s 
district sale offices in the McCor+ 
mick Building.’ Chicago. 
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Mich. July 26.—Repre- | 
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Fred T. Grenell 
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Chris Sinsabaugh—Detroit Editor 








PEAKING of the flight of time, here it is almost conven- 
tion week again for the Fisher Body Craftsman’s Guild, 
whose meeting of 104 boys from all parts of the country, 
held here last August, was an event unique in the history 
of automotive concerns’ extramural activities, if not. as we 
suspect, in conventions themselves. 

The Guild is getting ready to bring in the winners again 
next month, this time from Canada as well as the United 
States, and is completing the multitudinous details of ar- 
rangements for taking care of the 112 boy coach builders 


who will be invited. 
* ok *” 


DATES FOR THIS YEAR’S CONVENTION are Au- 
gust 22 to 25 inclusive. The honorary board of judges of the 
Guild, including such men as Dr. R. A. Millikan of California 
Tech, President Earl T. Compton of Massachusetts Tech, 
Dr. Augustin Frigon of the Ecole Polytechnique, University 
of Montreal, have been invited to attend, and will review the 
findings of the regular Guild judges preliminary to the an 
nouncement of the year’s four scholarship winners. 

Last year’s scholarship winners will be back as guests 
of honor, and the Guild also is inviting a representative from 
each of the forty-five newspapers throughout the United 
States and Canada which have been sponsoring its programs 


this year, 
* * 


JUDGING BY THE EXHIBIT now on at the Detroit 
Institute of Art, where the Michigan entries are being dis- 
played and judged as a basis of making the twenty state 
awards and selecting two Michigan convention delegates, 
the standard of craftsmanship set by the entries in the cur- 
rent competition is even higher than that which caused so 
much comment last year. Visitors are finding it almost 
incredible that youngsters of high school age and under 
should be able to produce models of such jewel-like perfec- 
tion 


on 


Guild enrollments this past year, Godfather of the Idea 
H. J. C. Henderson tells me, have brought the total member- 
ship for the two years beyond the 340,000 mark. 

* om” * 

THE GRIM REAPER has called Fred T. Grenell, head 
of a Detroit advertising agency, who was in at the birth of 
the Lincoln Highway. When the fathers of the idea were 
just getting going under the direction of the late A. R. Pard- 
ington, and with such leaders of the automobile industry as 
Roy Chapin, Henry B. Joy, Harvey Firestone. Frank Seiber- 
ling and Carl Fisher backing the enterprise, Grenell, then 
a newspaper man, was given the job of publicity director. 

Then along came Austin F, Bement, a youngster trying 
to make good in a big city, and he took over the publicity 
portfolio. In five years Bement was in charge of all Lincoln 
Highway activities, and under his guidance the transconti- 
nental trail became a reality. That job done, Bement set up 
his own advertising agency, and now is one of the leaders 
of that craft in this neck of the woods, 

* e - 


NORMAN SELBY, to you fight fans Kid McCoy, once 
a champion, released on parole from San Quentin, is coming 


prescribing standards for the va-! to Detroit, and will become instructor in physical training 


at the Ford plant. 

This announcement, coming on the heels of the story 
in the column about the San Quentin prisoner who sent in 
a two-page advertising layout for De Soto, might lead you 
to think Kid McCoy was the author of that clever copy. 
However, we are assured by Ray Blackwell, De Soto adver- 
tising manager, that such is not the case. 


> ” te 
GEORGE CLARKE, general manager of Hupmobile’s 
Detroit branch, turning every stone in search of business, is 
trying out used car insurance, the first time, he says, it has 
been taken up in Detroit. 

This used car insurance means that Hupmobile will give 
service insurance on used cars sold in this territory for a 
period of six months from date of purchase, This insurance 
will cover such items as regular monthly inspection. me- 
chanical adjustments, replacement of parts, greasing, oiling, 
etc, . 





Retail Salesmen 
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This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, successes, failures to help your brother salesmen. 


Send in your story in the form of 
let us get it ready for pwhlication. 


a letter, or even a postal card, and 
Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions, 
Dealers read this page. 


Give us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 


KNOW YOUR 


COMMUNITY; 


BE A PART OF IT 


Friendliness and knowing your community is the recipe 


for success offered by R. E. 


that company’s house organ, the Purol Globe. 


Addison, a Purol salesman in 
Mr. Addison’s 


recipe contains so much that is applicable to automotive 
salesmen in general that we pass on his remarks to our sales- 


men readers: 

“Sizing up your 
Situation and taking advantage of 
what you have learned is half the 
battle toward success,” says R. E. 
Addison, Columbus, O. 

Mr. Addison's station is located in 
a section of Columbus known as the 


“Hilltop.” In this neighborhood com- | 


munity spirit runs high. Every one 
is neighborly and tries to give his 
business to his neighbors. Commun- 
ity affairs, socials, parades, all have 
their place in family life in the 
Hilltop. 

Seeing this Mr. Addison started 
right in to make himself part of the 
community. He made it his business 
to know his neighbors ,nd know 
them well. He made it his business 
to trade with his neighborhood 
stores and asked in return that those 
merchants trade with him. He 
joined every social and civic organi- 
zation in the neighborhood and took 
an active part in the community’s 
activities. 

When the personal solicitation 
campaign was presented to Dick Ad- 
dison it was already an old story 
to him. But he didn’t let that stop 
him. He went the rounds again and 
called on~his neighbors once more. 
When he came to the house of a 
man who was already a steady cus- 
tomer he told him that he was call- 
ing to see if his service had been 
satisfactory. In almost every case 
the reply was, “Yes,” but if it wasn’t 
Mr. Addison found out what the 
trouble was and straightway started 
to remedy the difficulty. No time is 
set for solicitation. All the time is 
a good time to go after new cus- 
tomers, he says. 

To fit into the community picture 
in the best possible way Mr. Addison 
made it a point to dress up his sta- 
tion. Flowers and shrubs’. were 
planted. The lawn was seeded the 
station was painted, the drives 
washed down. Every day the flow- 
ers and lawns are sprinkled. Regu- 
larly the hedges are trimmed. Once 
a week the station gets a thorough 
cleaning, but every morning it gets a 
going over to keep it spotlessly 
clean. The station is a community 
asset and Mr. Addison intends to 
keep it that way. 

Exceptional service has been one 
of the outstanding selling points 
with Mr. Addison. Every customer 
gets the best service the station can 
render, but special care is taken 
with women customers. He has 
learned to know all of his regular 
customers, and he knows their 
wants. When they come in he gives 
them just the kind of service they 
need and like. They show their ap- 
preciation by giving him all their 
business. 

Broad Street is United States 
-egeg 40, running through Colum- 

us. 


o— 
neighborhood | 


follow an aggressive  solicitaticn 
campaign; always endeavor to es- 
| tablish more friendly relations with 
| your customers, whether they are 


| permanent or transient. 


L. A. D. MOTORS CORP. 
IN BROOKLYN MOVES 


Brooklyn, N. Y., July 26.—An- 
| nouncement is made by L. A. D. 
Motors Corporation that beginning 


August 1 it will distribute Nash 
automobiles from 1045 Atlantic Ave- 
nue, between Franklin and Classon 
Avenues, where new and used car 
sales, as well as an up to date ser- 
vice and parts department will be 
operated under one roof. 

L. A. D, Motors moves to the new 
location after maintaining sales 
headquarters for fifteen years at 
1491-1505 Bedford Ave. During these 
years the service station has been 
at various locations, but for the 
past six years has been at 220 Em- 
pire Boulevard. The corporation has 
been an important factor in the 
Bedford Avenue retail field under 
the leadership of George C. Lewis, 
| its president. 
| aiabebimedias 
DUMOND CONSOLIDATES 


| Waterloo, Ia., July 26—A. J. Du- 
| Mond, head of the DuMond Motor 
Company, distributor of Packard 
and Oldsmobile lines, has announced 
consolidation of all the company 
activities in a new location at 417 
5th St. West. The new home, only 
a short distance from the old loca- 
tion, at 407 5th St. West, gives the 
firm a larger sales and display 
room, better shop equipment and 
additional storage room. 


| 
DEALERSHIP CHANGE 


Burlington, Ia., July 26—A. L. 
Pollock is to sell his Ford dealer- 
ship interests at Centerville and take 
over the Ford here August 1, he 
announced, with a lease on the 
Esden Company, 506 North 3d St., 
negotiated. In addition to heading 
the firm, he plans to take active 
management of the sales depart- 
ment, which will distribute both 
Ford and Lincoln. 


HOWARD COFFIN INJURED 

Savannah, Ga., July 26.—Howard 
Coffin, the well-known automobile 
manufacturer, was painfully injured 
in an automobile accident near 
Riceboro, Ga. He suffered a deep 
gash in his left hand and several 
bruises and lacerations. His auto- 
mobile plunged into a gully and 
was demolished. 


In addition to the neighbor- | 


hood trade, which is the life of his | 


business, Mr. 
than his share of tourists who stop 


Addison gets more | 


at Whitethorne and Broad because | 
of the inviting appearance of the | 


Station and grounds. 

No one factor is entirely respon- 
sible for his success, he says, but he 
Stressed a few points as being 
among the more important items in 
the path to success. Have a superior 
product to sell; have alert and 
pleasant personnel in your station: 
keep the station clean and inviting; 


| 


THIS SALESMAN IS 
A STRONG DEFENDER 
OF PHONE APPROACH 


A strong defender of the telephone 
as an avenue of approach and con- 
tact in automobile selling is C. E. 
Rundle, salesman for the Martford 
Buick Company, 80 Washington St., 
Hartford, Conn. Many salesmen do 
not fully realize the value of the 
telephone, in Mr. Rundle’s opinion. 

“Telephone contacts are indis- 
pensable,” Mr. Rundle tola Auto- 
motive Daily News. “I do not mean 
an occasional call, but many calls, 
especially where there a number of 
owners and prospects to be reached. 

“It is utterly impossible to call 
upon and get in contact with a long 
list in a day. Suppose one has, say, 
a list of forty. This is where the 
telephone comes in. Over the wire 
one can contact practically the en- 
tire list, whereas an attempt to get 
around and see them all will usually 
not cover one-fourth of the list. 

“Although it is sometimes main- 
tained that people resent being 
called on the phone for purposes of 
solicitation, I have never had any 
difficulty in that direction. We 
must realize, of course, that in using 
the phone we have to give careful 
thought to the proper approach, the 
opening of the conversation. 

“If you know the owner or pros- 
pect, the going is comparatively 
easy. If not, the first words must 
be so phrased as to interest the per- 
son addressed. ‘Could I interest you 
in a new Wampus?’ or, ‘I hear you 
are thinking of buying a new car,’ 
seem to be the favorite openings for 
telephone attack. There are, how- 
ever, many other ways in which the 
conversation can be begun, and the 
whole plan must be studied carefully. 

“T have found that there is usually 
an excellent opportunity here to ask 
the person addressed whether he 
knows any friend or acquaintances 
who has a new car in mind. Car 
owners nowadays, whether in busi- 
ness contact or playing golf, boat- 
ing, etc., discuss cars as readily and 
often as they did ‘brands’ in years 
gone by, so a properly-phrased in- 
quiry may produce a valuable pros- 
pect. 

“There is no question but that the 
art of telephone selling must be de- 
veloped as carefully and thoroughly 
as direct selling, in order to be ef- 
fective. In using a telephone, the 
voice is all that matters. A sales- 
man with a great deal of personal 
magnetism may impress a prospect 
greatly in direct contact by his ap- 
pearance and manners, but when he 
turns to the telephone he must for- 
get everything except the necessity 
of registering through voice alone. 

“No two prospects are alike, and 
the salesman’s telephone ‘line’ must 
be adapted to each individual. Use 
of a formula in telephoning is im- 
possible if real results are to be 
achieved. ‘Can I interest you in a 
new Wampus?’ often will bring the 
prospect’s receiver down with a 
bang. 

“Many salesmen who do not see 
any real value in the telephone as a 
sustained selling method, have failed 
to take advantage of all their op- 
portunities. By carefully studying 
all that is known about each indi- 
vidual before phoning, the salesman 
can evolve an approach that will 
merit respectful listening, rather 
than a cut-off.” 


DEALER APPOINTED 


Willimantic, Conn., July 26.—The 
Capitol Garage, 156 Valley St., op- 
erated by E. C. Lewis, has been ap- 
pointed Studebaker dealer for the 
Willimantic territory. 
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This Is Your Pag 


Today’s $5 Winner 


THIS DISTRIBUTOR COMBED 
OUT WASTE FROM ALL 
ITS DEPARTMENTS 


By H. FE. KOPPLOW 


Credit Manager, Freeman & 


Sons, Inc., Reo Distributors, 


Miami, Fla. 


Having been closely associated with the automotive in- 
dustry, in the capacity of accountant and credit manager, 
for one of the most complete garages in the Southern States 
for the past decade, I have, naturally, noted many drastic 
changes in business conditions to which we, of course, as 
Reo distributors, were obliged to adapt ourselves. 

This was especially necessary be-©———- 


ginning with the late summer of 
1926 when, in addition to the defla- 
tion of values and other after effects 
of the great Florida boom, coupled 
with two hurricanes within a period 
of five weeks, we were obliged to 
endure the general depression which 
was and has since been affecting all 
sections of the country, and more 
especially this section which relies 
to a great extent upon the tourist 
trade. 

More and more through this ¢t . 
ing period we realized the necessity 
of affecting further improvements 
in the control of operations and a 
general reduction in the overhead 
of our various departments. 

In addition to having the franch- 
ise for the distribution of Reo cars, 
trucks and buses in this territory 
we operate the following depart- 
ments: Repairing, painting, trim- 
ming, body work, battery and also 
handle a complete line of tires and 
tubes. 

Our plant consists of two build- 
ings, containing approximately 
50,000 square feet of floor space. 
The main building, a 3-story, houses 
the show room, general office and 


parts and accessories department on 


the ground floor. The two upper 
floors are utilized for dead storage 
and show room for used cars and 
trucks. The rear building, a two 
story, houses the various other de- 
partments. 

After making an exhaustive study 
of the situation confronting us, the 
first step taken was that of obtain- 
ing an appraisal for the revaluation 
of our property, this being done 
mainly for the purpose of a reduc- 
tion in the amount of insurance 
carried, and, naturally affected a 
large saving “in our annual pre- 
miums. 


A complete insurance survey was | 


made, and upon its completion we 
found that we had over-insured on 
some of our risks and that lower 
rates could be obtained on others, 
and further, that by gradually con- 
verting our insurance policies from 
a one-year to a three-year basis, by 
a method of conversion which al- 
lowed a portion of the policies to 
expire each year, thereby avoiding 
the necessity of expending an ex- 
cessive amount for insurance at any 
one time, that a saving of approxi- 
mately $500 was made. 

The battery department was be- 
ing operated on a straight salary 
basis and, after careful study we 
employed the services of one of our 
regular mechanics to take care of 
this department in addition to his 
regular repair and electrical work. 
The service foreman was placed on 
a partial-productive basis which has 
averaged approximately 60 per 
cent. The balance of our mechan- 


| ABOVE IS SHOWN a part of the fleet of nine Studebaker Samaritan ambulances, shipped recently to vari- 


ous United States Veterans’ Bureau Hospitals. 


Bodies were built by the Superior Body Company, Lima, O., 


suppliers of funeral car, ambulance and service car bodies for Studebaker 


ics work on a strictly 
basis. 

| The porter work, washing cars, 
changing tires, etc., for which we 
had utilized the services of three 
men, was handled by two men and, 
in addition to their regular duties 
they were given the window clean- 
ing work, which had previously been 
let out on a contract to an outside 
firm, 

The saleg department was re- 
organized and the salesmen given a 
certain pumber of prospects to call 
and report on each day. In addi- 
| tion to this we impressed upon them 
the importance of soliciting general 
repairs, auto painting, trimming, 
etc., which has proven very effec- 
tive in increasing our volume of 
business. We also set a miximum 
demonstration expense allowance 
for each salesman. This was cal- 
culated according to the number of 
calls and the size of the territory 
covered by them. 

The credits and collections were 
watched carefully in order to keep 
out unwise credit and holding out- 
{Standing accounts and notes to a 
minimum. This naturally reduced 
the item of interest as well as pre- 
vented heavy credit losses. 

It was brought to our attention 
that thousands of dealers were pass- 
ing out of the picture and that a 
great many of those still operating 
were insolvent, but were not aware 
of it. One of the main causes ad- 
vanced for this was the over-ap- 
praising of the used cars in their 
eagerness to effect sales. Our policy 
in this respect has always been con- 
servative, and was made especially 
| so in order to hold our used car in- 
| ventory down to a minimum. 

Regular meetings were held with 
the employees and suggestions re- 
ceived for the benefit of the or- 
ganization in general. This served 
in a great measure to create a bet- 
ter spirit among them, which natur- 
ally meant teamwork. 

All of us who are associated with 
the automotive industry are well 
aware of the fact that we are con- 
tinually confronted with ever- 
changing problems and that we 
must continue to keep in daily 
touch with the numberless prob- 
lems which arise so frequently. 

This period of depression, or re- 
adjustment period, has taught us to 
guard against inexperience incom- 
petence, unwise credits, neglect of 
business and personal extravagance 
which seems to have headed the list 
for the reasons of the majority of 
failures. 


productive 


JACK WHITE IN CHARGE 
Newark, N. J., July 26.—Recent re- 


lorganization of the Stallworth Motor 

Company of Newark, Ford dealer, 
has put Jack White in charge of the 
company. Dick Hyland is service 
manager and Fritz De Weese is run- 
ning the parts department. 


NEW PONTIAC DEALER 

East Orange, N. J., July 26.—The 
|building at the southwest corner of 
|Main and Clinton Streets, East 
Orange, formerly occupied by Drew 
Motor Co., has been leased to Mallon 
Suburban Motors of Irvington, which 
| has taken over the Pontiac fran- 
\chise for the Oranges. 
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A Rescuer Throws Chris 
An Anchor 


Automotive Daily News: The Braden-Sinsabaugh “He 
Can’t Drive’ controversy bids to be one of the highlights of 





the 1932 automobile activities. To make matters worse, you 
have contrived to put Chris in a peculiar light. Every one 
here in Detroit, who naturally sides with Chris, says that 
Chis has joined the Rotary. Every dealer, as well as many 
of Chris’ friends, cut out the picture which you ran in Thurs- 
day’s issue and mounted it on heavier board, and while it is 
a curious thing that none of us have ever seen Chris drive 
a car, all of us are spending our time whirling Chris around, 
watching with great glee the “Soup Plate Six” take Chris 









Progress? 


N ITS bulletin just issued, the Guaranty Trust Company 
of New York expresses the opinion that: “The psycho- 
logical basis for economic progress in the United States 
seems stronger at the present moment than it has in some 


time.” 
The financial institution qualifies its belief that the 


bases of progress have been laid by saying: “Not much posi- 


tive change is anticipated during the traditionally dull sum- 


mer weeks that lie immediately ahead; moreover it is recog- 
nized that the outlook is still far from clear in many respects. 
But in the absence of further unsettling financial disturb- 
ances, there is a growing tendency on the part of certain 
commentators to believe that the beginning of improvement 
may be seen in the not distant future.” 

There is not the slightest question that certain factors 
in the business situation, which are generally acknowledged 
to be basic in any movement toward revival, have shown to 
better advantage lately than in a long time. Commodity 
prices, which are a fundamental factor in any improvement, 
have recently shown advances that give every appearance of 
solidity. Wholesale meat and grain prices have staged 
definite forward movements, interrupted at times, but hold- 
ing the greater part of their gains. The bond market has 
recently shown signs of strength and even the market for 
stocks has shown gains during the past week or two. 

There is no question that the end of foreign gold with- 
drawals has exercised an influence on business psychology. 
The adjournment of Congress has been a helpful factor, even 
though the legislators left a trail of disaster behind them. 

It seems quite possible that with actual progress in cer- 
tain phases of business activity having been made, the 
coming of fall, traditionally a period of revival, will this 
year see a movement toward commercial rejuvenation of 
important proportions. 

The real need at the present time is a better state of 
mind in the business world. Let a revival movement gain 
just a little headway and show evidences of being a perma- 
nent phenomenon and business men will take heart to expand 
operations. In the meantime the decrease in stocks of all 
kinds has so far stripped the shelves of America of every- 
thing from pins to motor vehicles, that a real buying move- 
ment will be felt in every factory in the country. The auto- 
mobile industry, for instance, is probably not stocked to 
meet a real demand for more than thirty days. Such a condi- 
tion becames a factor for rapid revival when and if the turn 
comes. 


Safety Progress 

Figures just released by the Bureau of Census in Wash- 
ington show that the safety campaign in these United States 
is beginning to produce results. In the year ending July 9, 
1932, there were 601 fewer automobile fatalities than in the 
previous similar fifty-two-week period. 

Analysis of the accident figures received by the bureau 
shows that in fifty-four of the eighty-six cities reporting 
there were fewer fatalities involving motor vehicles than 
there were in the previous yearly period, 

The Bureau of Census expresses the opinion that this 
reduction in automotive fatalities is due to a number of 
factors, among them unemployment. 

We cannot help believing that this reversal of a trend 
which has been steadily upward for several years, is due 
more than anything else to organized and intensive educa- 
tion. It is now twenty-two or more years since the motor 
vehicle became an important factor in our national] traffic. 
Steadily the accident total has risen as more and more cars 
were put into service. But with this unfortunate situation, 
the authorities have inaugurated, and year by year intensi- 
fied, a campaign to educate the country in safety. This 
campaign has been carried on in the schools, and the younger 
generation has been taught to take care of itself amid the 
hazards of highways carrying mixed traffic. 

This sign of progress should be the signal for even 
greater efforts to continue the reduction of traffic accidents. 








around the corners on high, up the hill in top speed and 
o-— 


bringing him to a dead stop. 
This might possibly support Jim 


Braden’s statement that Chris can’t 
drive, but we are getting some arm 
exercise out of taking Chris for a 
rotary driven and on close observa- 
tion noting that he is operating a 
car with a “sucker” clutch, free 
wheeling, etc., we note he has no 
ride control. Just the same, you 
should see some of the things Chris 
does with that car and we are bet- 
ting 11 to 7 that Jim Braden is 
jealous. 

The Braden-Sinsabaugh contro- 
versy is one with a deep background. 
You see, Chris is as well known to 
Tom Hay, Charlie Gambie, Lana- 
han, Jim Levy and Hugo Wehmeier 
and many other Chicago automobile 
men as Jim Braden. Jim is sore, 
however, because Chris is here in 
Detroit and as the A. D. N. repre- 
sentative gets all the free rides first. 
Chris gets the first ride in the 
Graham Blue Streak, Hupmobile 
Style cars, Plymouth Floating 
Powers and the rest of the cars 
before Jim Braden even knows there 
are such cars on the market. That 
in itself from a newspaper stand- 
point will get anybody sore. Second- 
hand dope is always old. A. D. N. 
gets it first and then it goes out to 
the other papers. Chris gets all the 
mechanical dope from the engineers. 
Braden gets a ride and make up his 
own stuff. That’s what this is all 
about, anyway. 

But do you know that Braden is 
also known as one of Chicago's 
“bestdambackseatdrivers?” Yes, sir, 
it’s a fact and is attested and sworn 
to by Braden’s manager. Oh—you 
didn’t know he had a manager? 
Well, it’s a fact and it’s none other 
than the doughty space seller on 
the News (Chicago Daily News) 
known as Sox Fletchner, the “golf 
shootinest” space seller in America. 
Even Burton Brown of the New York 


| COMING EVENTS j 


AUGUST 
22-26—Denver, Col. American Chemica) 
Society Convention. 
30-Sept. 1—Cleveland. 8S. A. E. Aircraft 
Meeting. 
SEPTEMBER 
12-17—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E. 
15-17—Atlantic City, N. J. American Trade 
Association Executives Annua) Meet- 


ing. 

19-20—Harrisburg, Pa, Pennsylvania Auto- 
motive Association Convention. 

22-23—Chicago. Nationa] Association Motor 
Bus Operators. 

OCTOBER 

3- 7—Buffalo, N. ¥. National Metal Con- 
gress. Sponsored by American So- 
ciety for Stee] Treating, with co-op- 
eration of American Boomeey ot 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society. Wire Association. 

3- 7—Washington, D. ©. Nationa! Safety 
Council] Meeting. 

8- 7—Buffale, N. ¥. National Meta) Ex- 
position, 174th Regiment Armory 
W. H. Eisenman, 7016 Euclid Ave.. 
Cleveland, director. 

4- O~Forenie. Transportation Meeting 


13-22—London, England. Olympia Show 
13-22—Atlantic City, N. J. National Hard- 
ware Association, Accessories Branch 
NOVEMBER 
14-16—Atlanta, Ga. Natiora) Tire Dealers 
Association. 
DECEMBER 
2- 3—Chicago. National Standard Parts 
Association Convention. 
5- oe York. Annual) Meeting A. 8 


> 
5-10—New York. Power and Mechanica) 
Enginereing Exposition. 
5-10—Detroit. Third Annua) Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
tion Hall, 


Sun says that. Why, this same Sox, 
after getting a 1,200-line ad, gets 
so full of pep that he can go out and 
shoot near par figures on anybody's 
golf course. He always shoots in 
the early 70s. And he can also 
shoot more 7s and lls in African 
golf than anybody I know of. 


Now here is where the trouble 
starts. Just the moment A. I. Philip 
of Graham calls up and invites Chris 
for a ride, or Roy Peed or George 
Clark extend the same invitation, 
Chris is off on one of his Paul Pry 
or Peeping Tom expeditions. He sits 
in the back of the car, It is natural 
he should relax in the deep uphol- 
stery, and, armed with a free Co- 
rona, he senses the action of the 
car. Bradan should know by this 
time that Chris just “don’t have to 
drive,” particularly when an expert 
driver is along to whisk the presi- 
dent of the Paul Pry Association 
around. Chris smokes his cigar, 
listens and looks wise and gets en- 
thusiastic, and later, when he puts 
the first part of his story on the 
machine and glues the mechanical 
stuff to it for the balance of his 
story, it is a yarn full.of optimism 
and hope. Braden and Sox read it 
a few days later, and both get sore 
and then start the message over the 
wires and through the mail that 
Chris can’t drive. 


I wonder if Sox and Braden ap- 
preciate the fact that Chris can’t 
drive and write at the same time? 
How can a man sit at the wheel, in 
Detroit traffic, and think up the 
stuff that will interest A. D. N. 
readers? It can’t be done. Ed 
Spooner, in the old bicycle days, 
tried that, and flopped. He moved 
into the grandstand, where he could 
see the race. Chris sits in the back 
seat. Braden gets a car, takes a trip 
up through the lonely parts of Ili- 
nois and Wisconsin, and dopes out 
the stuff he thinks will interest his 
readers, 


Its all a case of jealousy. Maybe 
one of these days you will print 
Braden’s picture and let your read- 
ers see the difference between these 
two men. In conclusion, I have a 
suggestion which will settle the 
argument. Its going to be copy- 
righted. My idea is that each of 
these men shall be put into a Soup 
Plate Six or a High Ball Eight. 
They shall have the same equipment 
and same horsepower. One half 
hour before the big and main event 
at Indianapolis next year these two 
will race five times around the 
track. It will be a wonderful cur- 
tain raiser. It will attract dealers 
and others from all over the coun- 
try. Gate receipts will be increased 
tremendously because between now 
and that time this thing can be 
worked up equal to a presidential 
campaign. May the best man win. 
But should the race be a tie, the 
supremacy can be settled as follows. 
Each will be equipped with a special 
Briggs all steel body. Each will 
have a sturdy Ford V-8 drive shaft, 
and mounted on motor cycles shall 
enter a special arena at Indianapolis 
and engage in an old-fashioned 
jousting bout. The event can be 
staged just at the beginning of the 
300-mile lap and can, if the two 
contestants are still alive, continue 
to the 400 lap. No one at the track 
is awake at that time any way, and 
it might be of tremendous interest 
to the crowd in general, The judges 


will be the crowd, and it will be 
case of thumbs up or down. Thi 
will the controversy be settled for« 
ever, because I doubt if we will evet 
see Chris driving. He doesn’t have 
to drive, and that settles it. 
E. M, LUBECK, 
Dealers Service Bureau, 
Bloomfield Hills, Mich. 


AUTOMOBILE MEN 
FORM ASSOCIATION 


West Haven, Conn., July 26.— 
Eleven automobile dealerships and 
repair garages were represented at 
the organization meeting of the West 
Haven Automobile Association, held 
in the showrooms of Joseph Casner, 
Inc., 493 Campbell Ave. Frank To- 
rello of Allingtown presided. 

Mutual advancement, trade pro- 
tection and co-operative purchasing 
were cited as the main objectives of 
the organization. It was stated that 
there are 4,000 pleasure cars regis- 
tered in West Haven and less than 
500 of these are ever seen in a local 
repair shop. 

Discussion of policies and an ad- 
vertising campaign and the election 
of permanent officers will feature 
the next meeting of the group, to be 
held in the near future. 

Those represented at the meeting 
included the following: Joseph Cas< 
ner, Inc., Manor Garage, West Ha- 
ven Electric Company, West Haven 
Auto Metal Company, Hurteau’s 
Garage, First Avenue Garafe, Cen- 
tral Garage, Ratliff’s Garage, Court 
Garage and the Allingtown rage. 


VA. AUTOMOBILE RATE 
BUREAU REORGANIZED 


Richmond, Va., July 26.—Follow- 
ing an order just issued by the State 
Corporation Commission directing 
that in the election of a governing 
committee of the newly organized 
Virginia Automobile Rate Adminis- 
trative Bureau, the minority, as be- 
tween stock and non-stock casualty 
companies, shall be entitled to at 
least two members On a committee 
of seven, counsel for mutuals and 
other nonstock carriers today asked 
the commission for a rehearing and 
review.. 

In the recent organization of the 
bureau, which is to administer auto- 
mobile liability and property dam- 
age rates and rules, the stock com- 
panies in the majority at the meet- 
ing gave the nonstock carriers a 
membership of only one on the gov- 
erning committee. From this action 
the latter appealed to the commis- 
sion, asking that the governing com-~ 
mittee be composed of six members 
with each group of companies given 
equal representation. 

In modifying this action to in- 
crease the nonstock representation 
from one to two members, the com- 
mission also stipulated that two 
members of the committee should 
be entitled to request a special 
meeting instead of three as pro- 
vided in the constitution adopted 
by the stock companies. It also 
directed that a majority of the 
seven committeemen shall consti- 
tute a quorum, instead of two- 
thirds, as originally provided. 

These changes by the commission 
were declared to be unsatisfactory to 
the .nonstock companies. 








BUSINESS TRIP ABROAD 


Chicago, July 26——Noah Van Cleef 
of Van Cleef Bros., manufacturers 
of Dutch Brand rubber and chemi- 
cal products, has just recently re- 
turned from an extended European 
trip. 

Mr. Van Cleef visited the sales 
representatives of his firm in the 
Old World cities: London, Amster- 
dam, Brussels, Paris, Genoa, Turin, 
Munich, Prague, Copenhagen, Stock- 
holm and Oslo, for the purpose of 
acquainting them with the new 
products and assisting them in com- 
batting present business conditions, 
which everyone realizes are world 
wide. 

It was interesting to note from 
Mr. Van Cleef’s report that although 
business in the countries visited is 
not flourishing, still the citizens of 
these countries have taken a more 
philosophical attitude toward busi- 
ness conditions. They have stopped 
talking about the depression, are 
accepting present conditions as they 
exist, working along in a construc- 
tive vein. Everyone seems extremely 
confident that business is on the up- 
turn. 























Cutting Costs in Fleet Operation 


This is the eighth installment of {have been avoided by proper in- 


& paper presented by E, C. Woods, oe I a a oo a of 
rt, n| constructive work can one along 
superintendent of gramepert., San | the lines of providing the right tie 
Electric Company, at the recent sec- - the rim, and this matter should 
tion meeting of the S, A. E. in San e referred to the research commit- 
Wraneiace. tee and embodied in the §S., A. E. 
Handbook for future’ reference. 
(b) Bearings—There seems to be | From analysis, 30 per cent. of the 
a rather erratic condition in con- | failures are due to 30 per cent. over- 
nection with bearings. In some |inflation, which is responsible for 
cases, the bearings are over-oiled. | considerable loss in mileage. Also, 
This results in bearing leaks, es- 


most repairs to tires are necessi- 
pecially in rear main bearings. In | tated because of hitting curbs, cnd 
other cases, insufficient lubrication | depressions in the streets cause cords 
is the fault, and sometimes results |to break inside the carcass and to 
in scorching. The factories nearly | chafe a hole in the inner tube. The 
always follow these cases of trouble |common breaking point of the tire 
with a bearing change-over. It|seems to be at the upper hinge of 
seems that if a little more time|the tread. Overloading also causes 
were taken in designing the job in|cords to check at the hinge point 
the first place, a great deal of|at both sides of the tires. In wet 
trouble and expense in bearing | weather most drivers let air out of 
trouble can be eliminated that at | the tires, claiming that it gives them 
present has to be reconditioned in|more road contact and minimizes 
the field. skidding. This results in side-wall 
One of the most difficult things | breaking and also sets up a bruise, 
the fleet operator has to contend 


with is the purchase of oils, as 
there are no comparative standards 
to guide the purchaser. It is sug- 
gested that greater co-operation be- 
tween the factory and the operators 
be had. As to the present condition, 
the best engineering data available 
from reliable oil companies is the 
only technical advice we have, and 
it has too great a range for making 
accurate comparisons, 

With charts and instruction guides 
provided and oilers trained to real- 
ize that, if lubrication is neglected, 
the adjustments and replacements 
will increase in direct proportion to 
the lack of lubrication, and with the 
co-operation of the manufacturers, 
that we need, the lubrication prob- 
lem would be at its minimum with- 
in a short time. 

CHASSIS LUBRICATION 

1. The present method of chassis 
lubrication is not satisfactory to 
users of motor equipment, and op- 
erators are writing their own speci- 
fications, 

2. We do not all agree as to 
method, but we do as to need. 

3. We are trying to correct faulty 
design with many oils and greases, 
working on effect instead of cause. 

4. Many special lubricants now 
called for in instruction books make 
a complicated and expensive pro- 
gram, three or four should suffice. 

The main troubles with which op- 
erators have to contend relate to 
that group of small but important 
bearings generally lubricated through 
a grease plug by intermittent high 
pressure injection. 

On early cars the spring bolts, 
kingpins, brake shafts, etc., carried 
the crudest sort of grease cup or oil 
fitting—some having none whatever. 
After some detail smprovements in 
these fittings, various grease plugs 
were developed and have become 
generally accepted as a means of 
“forcing” lubrication to those bear- 
ings—grease coming out being mis- 
taken for evidence of proper lubri- 
cation. 

The system 
ways: 

1.—It is spasmodic. 

2.—Dirt on the grease fitting is 
forced into the bearing. 

3.—Grease is part oll (the basic 
lubricant) and part something else. 
“Something else” hinders the spread 
of oi] and slowly clogs grooves and 
passages. : 

4.—Grease cannot be forced to the 
contact side of the loaded bearings, 
SO passages all lead to the unloaded 
side and the grease goes out through 
the clearance. 

If the contact surfaces of a bear- 
ing are adequate in size, all that 
are necessary to make them last in- 
definitely are protection and a con- 
stant supply of clean oil, 

In my humble opinion, we have 
been trying to correct faulty design 
with different kinds of oils and 
greases; that is, we have been work- 
ing on the effect instead of the 
cause. 

TIRES 

The problem of getting tires that 
will fit rims snugly and will assure 
long life is a subject of concern. It 
{s surprising how little specific in- 
formation exists generally as to the 
proper size of tires required for rims 
that are to carry a certain load, 
Often, tires of wrong size are fur- 
nished and, for a time, they seem 
to do the work, but no one as yet 
has been abe to make a square peg 
fit in a round hole and sooner or 
later there ig expense which could 




























































is wrong in many 
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All-Steel one-piece 






“No, I ain’t kiddin’ 
else to do with this door. This here’s the fourth 
time this car’s been in now. I’ve tried everything 





due to road contact. The tire is 
thus ruined prematurely and is be- 
yond repair. The most common 
failures reported are due to ne- 
glecting cuts. Dirt and water enter 
the cuts and cause tread separation 
and rotting of the cord. 

Balloon tires. have made obsolete 
the high pressure tire in light de- 
livery and touring car use, give in- 
creased mileage due to having more 
road contact, and have minimized 
skidding. This type of tire should 
not be confused with the low pres- 
sure tire. Drivers are inclined to 
carry only half enough air in their 
tires, primarily because this gives 
them more comfortable riding. This 
practice causes stone bruises «nd 
breaks in the cords and, from some 
tests made, it is a common occur- 
rence to find that balloon tires 
which have been under-inflated 
show a decrease in mileage of 30 per 
cent. It is also safe to say that the 
upper hinge point will not withstand 
the strain, and it gives away due to 
the flexing. Other tires of various 
makes give away at the lower hinge 
when under-inflated, causing the 
cord to separate about an inch from 
the bead. This injury is not repar- 





you, Ed. I don’t know what 


— but that rattle just won’t stay fixed.”’ 
More than one gray hair in the service man- 
ager’s head can be chalked up against rattling 


doors—and the resulting jump in service costs. 


- ¢ 


The man who services cars equipped with Budd 


bodies isn’t troubled with 


complaints about rattling doors. 


For these doors are made of die-formed inner 


“BODIES BY BUDD: 


Originators of the All-Steel Body. Supplied to Manufacturers _in the United States, Great Britain, France and Germany 


AUTOMOTIVE DAILY NEWS, WEDNESDAY, JULY 27, 1932 


5 





able and is caused by the flexing at | far enough to develop this pressure 


this point on stopping or starting. 
Other makes will break on the sur- 
face of the tire at the upper hinge 
from over-flexing and will eventu- 
ally break the cords. This trouble 
is, we find, not worth repairing, be- 
cause the strain has been such that 
the tire will blow out within a ~ery 
short period. 


The most important thing that an 
operator can do to increase tire 
mileage is to keep the tires properly 
inflated. This is a very inexpensive 
service operation, yet it is surpris- 
ing how many operators ignore it 
and leave it entirely to the judg- 
ment of the driver. Air is the 
cheapest thing in existence, but it 
becomes very expensive if it is not 
put in tires. 

The term proper air pressure is 
often misunderstood to mean pres- 
sure equal to or above that recom- 
mended. The truth is that higher 
pressures may in some cases be just 
as detrimental as low. On long dis- 
tance and high speed operations, 
pressures often increase 10 per cent. 
to 20 per cent., due to heat. Careful 
operators have found it advisable to 
check the tires, after they have run 





increase, and let the pressure down 
to normal, This procedure is 
especially recommended where dual 
tires are used, as the inside tire 
always builds greater pressure, and 
unless equalized the inside tire will 
carry a major portion of the load. 
The vehicle manufacturer cannot 
be blamed if he furnishes tire equip- 
ment which will give satisfactory 
service under average service con- 
ditions and the proper load and 
load distribution for the vehicle, 
The operator knows best how the 
truck will be used, and, therefore, 
should make his requirements known 
to the manufacturer. In selecting 
a vehicle the operator should be 
sure to have tires of ample carry= 
ing capacity for the wheel loads 
they must carry. Too often the pay 
load is added to the empty weight 
of the truck and body, and the total 
divided by the number of tires to 
find the load per tire. 
STUDY OF MAINTENANCE OF 
LIGHTING EQUIPMENT 


Where lighting contacts are of 
comparatively soft metal they some- 





(Continued on Page 6) 





“Say, can I take this door home 
to the baby for a rattle?” 





and outer panels, clinched and electrically welded 


into a single unit—then mounted in a die-formed 


door opening. Result: perfect fit—and one less 


source of noise. 


This example is typical of the care that has been 


taken to make the Budd one-piece body not only 


strong, not only safe, but quiet — permanently 


quiet. 


The quietness of the Budd body is appreciated 


alike by the service man and the salesman. It 


reduces service costs on body noises. It helps to 


sell cars— and to keep them sold. 
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(Continued from Page 5) 
times wear, due to vibration, and 
sometimes burn out, due to arcing 
caused by poor electrical contact. 
These troubles would not develop 
if it were not for the poor quality 
of the average electric lamp socket. 
Poor designs and poor material are 
the rule. The contrast between the 
rugged socket used for industrial 
work and the molded miniature 
socket used on trucks is sufficiently 
striking even without taking into 
consideration the severity of the 
service to which the truck lamps 
are subject. 

The taking of current through 
small springs which hold the con- 
tacts results in high maintenance. 
Generally, these springs are inade- 
quate to carry the amperage and 
the consequent heating anneals the 
wire and makes it useless. Some 
reliance is placed on the contact 
between the plunger and tube, but 
corrosion soon puts this out of com- 


mission, Another weakness is the 
tapping of minute screws through 
the side of thin tubing to secure 
the stranded wire. This design | 
gives an insufficient mumber of 
threads and it is altogether too 
fussy for truck equipment. Further- 
more, a set screw is a poor means 
of securing stranded cable. even 


with soldered tips 

Added trouble comes from hang- 
ing the weight of the wires from 
insecure fastenings. The wire should 


be supported in flexible conduit 
firmly attached to the lamps by a 
union nut or other means inde- 


pendent of the focusing adjustment, 
so that there is no possibility of the 
wires hanging from the socket. If 
the sockets were made substantially 
of good material, had 


tions, a large proportion of lighting 
troubles would be eliminated. Lamps 
themselves are usually too flimsy; 
rivets work loose, lenses rattle and 
slide around, the focusing arrange- 
ments shift and are difficult to ad- 
just. 

Wiring should all be in metal- 
armoured cable, or placed in con- 
duit and clipped solidly to the frame 
at frequent intervals. All connec- 
tions should be soldered and care 
should be taken to avoid possibili- 
ties of chafing 
tions are particularly subject 
trouble. Standard switches give re- 
markably little trouble when cor- 
rectly installed. 
for the provision of more accurate 
focusing, and for the elimination of 
loose fits between lamp and socket. 
In order of their importance as re- 
gards maintenance, the causes of 
trouble are: Socket defect, reflector 
that admit moisture, poor clamp de- 
signs for lenses and focusing screws. 
Improvement is noted last year and 


this improvement should effect a} 
reduction of maintenance. 
VALVES 

Probably the valve and valve as- 


sembly are the most important parts 
of an antomobile engine because the 
proper functioning of the engine de- 
pends largely upon the _ proper 
opening and closing of the valves. 
Because of the valve and valve as- 


sembly being so important in the 


— we 


no springs | 
carrying current, and were provided | 
with clamp or soldered wire connec- | 


Tail lamp connec- | 
to 


There is a demand | 


; proper functioning of the engine, 
| they have given more trouble than 
any other part of the engine. 

It has been stated by many fleet 
operators that 80 per cent. of all en- 
gine troubles can be traced directly 
to the valve and valve assembly; if 
they are not in perfect condition at 
all times the following troubles will 
result. First, valve burning is prob- 
ably encountered most often; second, 
ithe valves sticking in the guide. 

Almost everything has_ been 
blamed for valve burning, yet it is 
jonly recently that we are on the 
|right track in discovering the cause. 
Whatever gasoline, oil or carbureter 
}are used, the valves will continue 
} to burn if they are not in the proper 
condition: none of these are the 
{cause of the trouble, and yet very 
|little of this trouble can be blamed 
/on the valve itself. The majority 
of the trouble lies in the conditions 
under which the average valve has 
to operate. 

It is interesting to note that many 
lvalve manufacturers are making 
lvalves that we all know will with- 
stand a greater degree of heat than 
they are subjected to in the auto- 
mobile engine, yet their valve will 
|/burn when put into use, because 
|they have no way of knowing under 
what conditions their valves are go- 
ine to be called on to operate. It 
is also interesting to note that upon 
|opening up an engine we rarely find 
jall the exhaust valves burned, but 
}usually only one or two. Why is it 
|that they do not all burn, since the 
| valves are all made of the same kind 
|of metal. If the trouble were in the 
valve itself, they would all burn, as 
| they are supposedly operating under 
| the same conditions. 





(To be continued) 





CRESCENT TOOL CO. 
RESUMES OPERATION 


Jamestown, N. Y., July 26.—The 
Crescent Tool Company, manufac- 
turer of wrenches, pliers and elec- 
tricians’ tools, resumed operations 
in its plant at Harrison Street and 
Foote Avenue here this morning, 
following a shutdown of more than 
two months. More than 150 em- 
ployees have been recalled to steady 
working shifts of five days a week. 





ADDS SERVICE DEPT. 

Springfield, Mass., July 26.—Fred 
Brewer, dealer in Reo motor cars 
|}and speedwagons at the “X” Garage 
in Dickinson Street, has added a 
|service and parts department for 
| this line of cars. The service depart- 
| ment is equipped with the latest ma- 
/chinery for this work and service 
men experienced in Reo repairs are 
|employed. 


PLANTS MERGE 
Niagara Falls, July 26.—The H. R. 
Bliss Company of this city, manu- 
facturers of wire stitching machin- 
ery, has merged with the Latham 
Machinery Company of Chicago, 
formerly a competitor. It is be- 
lieved probable the two plants will 
be consolidated in the Bliss com- 
| pany works here. 











ABOVE is shown a Truxmore equipped Stewart truck 
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CONTINENTAL TOOL 
CATALOG 


A new catalogue 
Continental 
terbores is being put out by the 
Continental Tool Works of the 
Ex-Cell-O Aircraft & Tool Com- 
pany. Complete specifications are 
given on all standard holders, cut- 
ters and pilots. There is also in- 
cluded detailed information on 
standard countersinks, inverted spot 


facers, interchangeable core drills, 
hand adjustable and stop collar 
holders. 


The Continental drive used on the 
standard and special tools illustrated 
in this catalogue is rigid and simple 
in construction. It consists of two 
driving lugs formed on the cutter 
shank and two corresponding lugs 
on the inside of the holder. There 
is an aligning bearing on each side 
of the driving lugs which brings the 
cutter and holder concentric. This 
prevents the cutter from 
forced out of alignment at any time. 

Cutters and holders are easily dis- 
engaged and engaged by revolving 


covering the) 
interchangeable coun- | 


being | 


the cutter a quarter of a turn by| 


hand. No tools are required for this | 


operation, regardless of how severe 
the application may be. 

There is shown a number of typi- 
cal applications of special tools to 
which it is possible to apply the 
Continental interchangeable drive. 
As these receive your attention 
there may occur to you similar ap- 
plications in your plant which 
might be successfully handled 
through the use of our type of tool. 

Over the period of years during 
which our tool has become a stand- 
ard in many plants where both pro- 
duction and accuracy are a con- 
sideration our engineers have been 
able to solve many difficult prob- 
lems on tooling of the type covered 
by our catalogue. This combined 
knowledge is available to you as any 
demand arises for its use. 





Scrap Savings 





The Kokomo Spring Company has 
recently compiled some interesting 
data on its scrap savings system. 

About a year ago the company de- 
cided to list daily the total materials 
used and scrap produced by each 
operator of a machine in order to 
locate its large scrap losses, which 
averaged twelve per cent. in 1930. 
The result was a net scrap loss of 
five per cent. in 1931, giving a sav- 
ing of $5,100. 

Each morning the shop foreman 
receives a list of his operators, de- 
tailing in dollars and cents the 
value of each operator’s materials 
used and scrap, together with his 
percentage for the preceding day, 
thus enabling him to stop without 
delay an excessive percentage of 
scrap on the materials used. 

At the end of the month a sheet 
is prepared in triplicate, one for the 
manager, one for the bulletin board 
and one for the superintendent, de- 
tailing each operator’s material 
used during the month, his total 
scrap loss and percentage of scrap 
on material used. 

When cn operator’s percentage is 
about six for the month his name 
appears in red letters on the list, 
and if it appears in red on two 
consecutive months he is relieved 


| from duty. 


The cost of operating this system 
is four per cent. of the saving ac- 
complished, two per cent. goes to 
the department foreman and two 


| per cent, to the clerk who checks 


the lists and compiles the totals. 


WEATHER CONTROL 
MANUAL 


The Motor Wheel Corporation is 
putting out a new manual of speci- 
fications and data on its weather 
control units This publication 
covers the Motor Wheel weather 
control units, which complete oil 


j} burning, heating, humidifying and 


air circulating systems of unit con- 


istruction, from all technical angles 


complete specifications, 
operation characteristics, blower 
data and a code for the installa- 
tion of forced air heating systems. 


giving 
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The Bear Manufacturing Com- 
pany announces Camber gauge No. 
22 on all cars, trucks and buses, 
equipped with the latest in wheel 
and tire design. 

The No. 22 checks camber on the 
tire, at point of actual road con- 
tact, it is adjustable to all wheels, 
fits any tire including the new 
“doughnut.” One of its outstand- 
ing features is the automatic 
clamping device to maintain the 
gauge in position on the tire for 
measurements and while adjust- 








w Wheel Aligning Gauges 
For Doughnut Tires 





ments are made. This gauge is de- 
signed to insure precision and 
quickly translates readings to the 
customer. 

The Bear Toe-In Gauge No. 20 is 
offered as a simple means for 
checking The toe-in gauge is ad- 
justable and can be extended to any 
width to handle all cars, trucks and 
buses regardless of size. Measure- 
ments are taken at hub level. It 
checks the toe-in angle either from 
center to center or inside to out- 
side of tires. Toe-in corrections 


are made with gauge in position. 





Motor Analyzer 





Guesswork is entirely eliminated 
from motor diagnosis by means of 
a motor analyzer adopted by United 
Motors Service and installed in all 
of its branches throughout the en- 
tire United States and in many of 
its service siations. This device ac- 
curately and visibly records the ex- 
act condition of the various parts 
that go to make up the equipment 
of a car’s motor, indicating clearly 
just what is needed to place the 
motor in the best of condition again. 

By means of this motor analyzer 
a complete and accurate check-up 
may be made at thirty-eight vital 
points and clearly indicated so that 
the car owner may see for himself 
the true condition of his motor and 
know what repairs or replacements 
are necessary. 

The Weidenhoff motor analyzer, 
which is being used and distributed 
by United Motors, consists of a 
portable testing bench upon which 
are mounted a variety of instru- 
ments and leads for connection to a 
car motor. Ti may be wheeled 
alongside of any car and the tests 
made with the owner present. 

If a valve is sticking, it will be 
shown plainly by the marked ocilla- 
tion of a dial. If new rings are 
needed, this will be manifested by a 
falling off in compression, accurate- 
ly recorded on another dial. Should 
the cail be in need of replacement, a 


‘ 
‘ 
«lb 


series of dials will show exactly how 
serious the coil defect may be. Other 
dials show the condition of the con- 
denser, of the generator and other 
important electrical units. 

As the analysis of the motor pro- 
ceeds the condition of the motor 
and its equipment are marked on a 
sheet, which is then given to the 
customer, who may use his own 
judgment as to what work he will 
have done. But through use of this, 
all guesswork is eliminated, and he 
may drive with a feeling of cer- 
tainty, knowing just what he may 
expect of the car. 

Among the equipment of the 
motor analyzer is the following 
equipment: ignition coil tester, con- 
denser tester, spark plug tester, high 
rate discharge set, distributor tester, 
contact synchronizer, motor gauge, 
spark plug wrenches, feeler gauge, 
standard auto electrician’s manual, 
contact point wrenches, compres- 
sion tester, vacuum tester, lamp 
bulb tester, battery cable tester, 
generator tester, starter tester. 
drawers for replacement parts, com- 
plete operating instructions, an 
operating manual and a reel with a 
25-foot extension cord. 

The first intallation was made at 
the Detroit branch of United Motors 
Service. 


CLASSIFIED ADVERTISE Mi NaS 
IN THE ACLOMOLINE DALY 
BRING KSEE 


NEWS 








nn 








GLYCERINE ASS'N 
PLANS _ INTENSIVE 
ADVERTISING DRIVE 


(Continued from Page 1) 


anti-freeze that won't evaporate, 
that leaks less than water, that 
won’t clog the cooling system, that 
stops rusting and that sells at new 
low prices. The magazine ads will 
be run in color in the Saturday 


Evening Post, Collier’s, Liberty, Lit- | 


erary Digest, Time and Country 
Gentleman. It is conservatively es- 
timated that at least 25,000,000 
readers will exposed to the G 
P. A. ads. 

“Sixty-six powerful, popular radio 
stations have already been engaged 
for daily coast-to-coast coverage on 
the new G. P. A. Every esmsage 
will be ‘tailored’ 
The sales message on the new 
P. A. will be built around the fore- 
cast, and will be varied in accord- 
ance to local weather conditions. 

“Supplementing the radio and 
magazine advertising will be an at- 
tractive array of dealer helps which 
will include large outdoor and indoor 
signs, consumer folders, capacity 
chart and an excellent booklet of 
suggestions to the dealer on how to 
make bigger profits through the sale 
of anti-freeze. 

“The magazine ads, as well as the 
dealer helps, will feature the distinc- 
tive red and black G, P. A. con- 
tainer, which is already familiar to 
both the automotive trade and car 
owners, 

“We confidently expect 1932 to be 
the biggest year in point of G. P. 
A. sales,” says the association. In 
giving the grounds on which it bases 
its opinion the association said: 
“The public has long been acquaint- 
ed with the superior qualities of 
glycerine as an anti-freeze. It does 
not know, however, that through 
painstaking laboratory research 
over a period of years we have de- 
veloped a new formula for glyc- 
erine anti-freeze which eliminates 
any possible objection to its use. 
In undertaking this big radio and 
magazine campaign, it is our object 
to acquaint every motor car owner 
with these new developments, 
which we are convinced will give 
him the ultimate in both anti-freeze 
protection and satisfaction. 

“The sale of the new G, P. A. 
through automotive outlets will be 
made éasy by the association’s new 
distribution plan. No dealer will be 
far from an ample stock of the 
new G. P. A. These stocks will be 
quickly available through more 
than 500 warehouses all over the 
country. Because of nearby stocks, 
dealers carrying G. P. A. can enjoy 
faster turnover and greater profits 
on a smaller investment.” 


GOODRICH OFFERS 
TWO NEW SIZES 
IN LOW PRESSURES 


(Continued from Page 1) 


Rockne cars can now be equipped 
with the new 7.00x16 size, and Chev- 
rolet, Ford, Plymouth and Rockne 
models with the new 6.50x16. 

New sizes require slightly higher 
pressure than the 7.50x15. 


be 


All Goodrich low pressure tires wil] | 


be mounted on new type chromium 
disc wheels, made in necessary types 


and sizes to replace any kind of 
wheels on _ included in 
the new er" 

MASS. SU, wvJRT 


TO DECIDE ON BUSES 

Boston, Mass., July 26.—The legal 
question as to whether the Old 
Colony Lines, Inc. and the New Way 
Lines are within their rights in tak- 
ing passengers between points in 


Massachusetts without a certificate | 


from the state, when they pass 
through a part of Connecticut en- 
route, was referred to the Suffolk 
Superior Court for decision today by 
John F. Barry, master, who heard 
evidence on the bills in equity 
brought by the Boston, Worcester & 
New York Street Railway Company 
and the Conlin Bus Lines, Inc., 
against. the Old Colony and New 
Way Lines. 
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| Virginia - Carolinas 


to fit the weather. | 
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VIRGINIA-CAROLINAS 
WHOLESALERS RE-ELECT 


Greensboro, N. C., July 26.—The 
Automotive 
| Wholesalers re-elected all of its 
| officers at the close of a recent two- 
|day meeting here. Officers for the 
|coming year are: 

| Tom M. Glasgow of Charlotte, 
| president; W. P. Britt of Norfolk, 
|Va.,  secretary-treasurer;  B. 
| Barker of Lynchburg, vice-presi- 
|dent, and J. 
lotte secretary of the credit division. 
| The tri-state group took action 
|definitely affiliating it with the 
| Motor and Equipment Wholesalers’ 


G.| Association as a regional association. 


| The association meets here again 
| the third Wednesday in October, 


CAROLINA TOBACCO 
CROP IS BRIGHT 
‘SPOT IN SOUTH 


(Continued from Page 1) 


increased demand incident to the 
harvest. 

Before the tobacco harvest is 
completed the marketing of the cot- 
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ing 
When throttle is opened vacuum 


off, clutch engages. Piston returns rapidly 
until air-slot {S-3} passes bushing {K); 
then final engagement is smooth and 
§asy, air escaping through valve {G}. 


R. Stewart of Char- | 


is closed, 
: umpowerfrom 
me: manifold, in 
i: Cylinder {B} 
We: draws Piston 
{J} and Cable 
{E}, disengag- 
clutch. 
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ton crop of the Carolinas will be 
started. FurtRer seasonal improve- 
ment in Carolina business in almost 
all lines is expected to result from 
these harvests. 

Charlotte’s automotive trade, ac- 
cording to information from leading | 
dealers and distributors, is antici- | 
pating a seasonal increase in the | 
autumn about equal to the normal 
| percentage of the total volume for 
| the year to August 1. However, the 
'gain in dollar volume is not ex-| 
pected to be of normal] amount, be- 





cause of the currently depressed | 
;}condition of the automotive in- | 
dustry. 


TROPIC-AIRE HEATER 
PATENTS AGAIN UPHELD | 


Minneapolis, Minn., July 62.— | 
| Tropic-Aire patents on the fan- | 
equipped hot water heater were up- 
| held again, in an important legal | 
decision received here by Edmund | 
| Burke, vice-president and general | 
| manager of Tropic-Aire, Inc. 

United States District Judge Mos- | 
cowitz of the Eastern (Brooklyn) 
district of New York, in handing 
down his decision, held that E. A. 
Wildermuth, Brooklyn automotive 
distributor for United Motors Ser- 
vice Corporation, a subsidiary of 





| ritory have been attending a service 
school conducted by the Ford Motor 








General Motors, had infringed the 
Tropic-Aire patents. 

Wildermuth is a distributor, 
handling car heaters manufactured 


{ 
ROAD WORK TO 
3 : RELIEVE JOBLESS 
by the Harrison Radiator Company scinteacieaiianipa 
and the Northeast Electric Com- | 


pany, both subsidiaries of General | (Continued from Page 1) 
Motors Corporation. Tropic-Aire, | With the funds available, but such 
Inc., brought suit against Wilder- | relief will be widely distributed 
muth in February, 1932, alleging | throughout the country. The pro- 
infringement of patents. The de- | Vision permitting cities to use the 
fendant was given thirty days | relief funds for street work, and 
which to file notice of appeal. |the fact that the relief funds do 
e : eens |} not have to be matched with local 
| money assures considerable munici- 
pal highway work. Restrictions as 


in 


FORD SCHOOL HELD 


New Britain, Conn. July 26.— to the amount of Federal participa- 
Mechanics employed by Ford dealers | ne Ae fd mile also have been re 
in this city, Bristol, Plainville, Ber-| The highway funds provided in 
lin, Southington and adjoining ter- | the total of $136,000,000 are: One 


hundred and twenty million dollars 
for emergency construction on the 
| Federal aid highway system, $5,000, 
{000 for national forest highways, 
| $5,000,000 for improvements of na- 
| tional forests, $3,000,000 for national 
| park roads and $2,000,000 for roads 
| through public lands. 

| In addition to the direct highway 
| appropriation, $300,000,000 is made 
available for relief and work re- 
lief, including highway and street 
work. This money will be loaned 
to states, counties and cities by the 
Reconstruction Finance Corporation 
on request of governors of states 


Company at the plant of the Auto- 
motive Sales & Service Company, 
Inc., 248 Elm St., of which F. P. 
Cauley is the head. 


ACCOUNTANTS ELECT 
Bridegport, Conn., July 26.—T. N 
Wakeman of the Bridgeport Coach 
Lace Company, automobile uphol- 
stery, has been elected president of 
the Bridgeport Chapter, National 
Association of Cost Accountants. 





Bendix 


Automatic 


CLUTCH CONTROL 


KING for quick - moving, 


profitable items? — Sell Bendix 


matic Clutch Control. 


This amazing unit is “the 
biggest thing” in the industry; 
a vital contribution by Bendix 
to driving ease and safety. 

Note what a big majority of the new cars have 
clutch control as standard equipment— Chrysler, 


outh, Hudson, Essex, Cadillac, 


Marmon, Graham-Paige, Packard, Buick. 


| BRAGG-KLIESRATH CORPORATION 
South Bend, Indiana 
(Subsidiary of Bendix Aviation Corporation) 


vacu- 


is cut Typical installation 
Control hooks\up to clutch 


intake manifold. 





showing how Bendix Automatic Clutch 


accelerator pedal, and 





will pay you big profits 


The public wants Bendix Clutch Control. 


You sell ’em—those drivers who are making the 
old cars do for a while; a low-cost way to bring 
those cars up to date. 

Put Clutch Control on old models you have in 
stock, and second-hand cars; makes them worth 
more, and easier to sell. 

We’re all set for you; with a sturdy, fool- proof 
unit that goes on easily, fits practically any car. 
Prices are attractive. Get this profitable business. 
Call the B-K distributor, or write us. 


And here’s another profit— 


B-K VACUUM POWER BRAKE 
for Fords “A” and Chevrolets 


A compact, husky unit that puts 
modern, efficient power braking on 
Fords and Chevrolets 
Goes on easily, quickly; no installa- 
tion problems. Pays you well at 
$19.50 installed. Ask our distributor 
Or write us 












ACCELERATOR VALVE 


Plunger {A) attaches to accelerator linkage; controls opera- 
tion of clutch. Plunger {C} cuts out operation of Clutch Con- 
trol at will of operator. Port {P-3} and slot {S-2} regulate 
speed of engagement to degree of acceleration. 


pedal, 
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NEW G. P. A. IMPROVED 
4 WAYS: LOWER PRICE 





1932 DISTRIBUTION PLAN KEEPS 
DEALER’S INVESTMENT LOW, PROFITS HIGH 


IMPROVED ANTI-FREEZE. The new G. P. A. has been defi- 
nitely improved in four important ways: It leaks less than 
water; the new G. P. A. will “stay put” in any cooling system 
that is water-tight ... It stops the rusting and corrosion 
caused by ordinary tap water. This protection continues for 
some time after G. P. A. is drained out... It retards dis- 
integration of rubber hose... It positively won’t clog or 
gum the radiator; won't overheat or interfere with the effi- 
ciency of the motor in any way. 

The new G.P.A. retains these advantages: One filling 
lasts all winter; won’t evaporate or “fade away”... Non- 
poisonous; non-inflammable... No dangerous or unpleasant 
fumes ... Won't injure Duco or other auto finishes. 


BIG REDUCTION IN PRICE. In spite of its many improve- 
ments, the manufacturers charge less for the new G. P. A, 
this year than formerly. This will enable dealers to lower 
prices to the public and still make a handsome profit. 


2G Pe: 


RADIATOR GLYCERINE 


GLycERINE PropuceErs’ ASSOCIATION 
45 EAST 17th STREET, NEW YORK, N. Y. 


WAREHOUSE STOCKS IN 500 CITIES. G. P. A. warehouse 
stocks will be carried in every important city and town. 
Ready for quick delivery to any point (or number of points). 
No need now for dealers to carry big stocks of anti-freeze. 
G. P. A. may be ordered as needed, Result: smaller dealer 
investment, faster turnover, greater profits. 


.BACKED UP BY POWERFUL ADVERTISING. G. P. A. adver- 


tising begins in October and continues through entire selling 
season. Powerful color pages in Saturday Evening Post, 
Collier’s, Liberty, Literary Digest, Time, Country Gentleman. 
Radio, too, coast-to-coast. Every day for ten straight weeks. 

G.P.A. can and should be 
sold early in the season, It’s 
safe to do so, as G.P.A. won't 
evaporate. It’s wise to do so, 
as “early sales are really ex- 
tra sales.” 


ley a bet -1 4 - 








